1999 Agency Sales Magazine articles are listed alphabetically by title, except where otherwise noted 


MANA'’s continuing effort is to provide agents and manufacturers with as much resource material as 
possible. Previous issues of Agency Sales Magazine and copies of individual articles are available at mini- 
mal cost. Back issues of Agency Sales (call MANA for availability) are $7.50 each. Copies of individual 
articles and/or the corresponding Research Bulletin(s) (if printed in that form) are $3.00 each to MANA 
members and $6.50 each to non-members and Agency Sales subscribers. California residents/business 
locations, please add 7.75% sales tax to your order. All orders must be accompanied by a check made 
payable to MANA in U.S. dollars drawn on a U.S. bank or International Money Order for U.S. dollars. 
Ten-dollar charge on all checks returned from the bank. For more information, contact MANA toll free 
at 1-877-626-2776, locally call (949) 859-4040 or by e-mail at mana@manaonline.org. 


AGENCY MANAGEMENT/OPERATIONS 


Communicating And Selling Your Ideas 
(April, p. 30) 
Delegate Without Losing Control (July, p. 38) 
The Double Paradigm Shift (Michael P Marshall, 
July, p. 4) 
Future Success Demands Constant Value (May, p. 8) 
Getting Along With People (August, p. 26) 
A Guide To Practical Decision Making 
(March, p. 39) 
Learn From Your Mistakes (June, p. 26) 
Making Time To Manage (February, p. 40) 
Managing The Talented, Eager, Junior Executive 
(September, p. 37) 
Rep Planning For The Millennium (Louis G. Beck, 
November, p. 21) 
Self-Development For The Agency Owner 
(October, p. 31) 
Setting Performance Standards (December, p. 30) 
Succeeding In Management (November, p. 54) 
Time Management Essentials (Dave Kahle, 
May, p. 59) 
What Is Your Agency’s Framework For Growth? 
(Ron Ackerman, March, p. 58) 


BUSINESS 


Enhance Your Networking Skills (March, p. 52) 

Experience Does Not Guarantee Success (Michael 
Santo, Ph.D., November, p. 29) 

Getting A Grip On Your Changing Business (Dr. 
Marilyn Stephens-Friesen, February, p. 21) 

Life Span Of A “Best Practice” (March, p. 62) 


COMMUNICATION/ETIQUETTE 


Evaluating Your Writing Skills (May, p. 28) 

Finding The Right Software (February, p. 4) 

Getting The Commissions We Negotiate (Harry J. 
Abramson, October, p. 37) 

Hubbell Inc.’s Push For Electronic Commerce 
(June, p. 11) 

Maximizing The Spoken Word (January, p. 22) 

Move Today On Y2K (June, p. 12) 

The Opportunities Of Electronic Commerce 
(June, p. 4) 

Rep Software Provider Profiles (February, p. 8) 

Top Ten Business Technology Blunders (Barbara 
Pachter, February, p. 23) 
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Wireless Phones Get Smart — It’s About Time! 
(Michael P. Parizanski, June, p. 14) 

Working With The Tools (June, p. 8) 

Y2K Won't Go Away (John R. Graham, February, p. 15) 


FINANCIAL/TAXES 


Determine Your Principal Business Activity Code 
(June, p. 33) 

Valuing The Rep Firm: A Matter Of Marketability 
— Part II (January, p. 30) 

Valuing The Rep Firm: Getting An Early Start — 
Part III (February, p. 32) 

Valuing The Rep Firm: Weighing The Risk Factors 
— Part IV (March, p. 34) 

Valuing The Rep Firm: Concerned About Taxes? — 
Part V (April, p. 53) 

Valuing The Rep Firm: The Wonderful Uses Of Life 
Insurance — Part VI (Rachel Owens, May, p. 53) 

Valuing The Rep Firm: Mergers And Acquisitions 
— Part VII (June, p. 52) 

Valuing The Rep Firm: How Can I Add Value To 
My Agency? — Part VIII (Joseph W. Miller, 
July, p. 54) 

Valuing The Rep Firm: Summing It All Up — 
Part IX (August, p. 37) 


FOREIGN TRADE 


General Information On The IUCAB (November, 
p. 15) 

International Business Covered On The Internet 
(November, p. 12) 

There’s No Such Thing As Simple In International 
Business (November, p. 4) 


LEGAL/LEGISLATIVE 


Challenging The Norm — Consider an account-by- 
account contract between the representative 
and the principal (Sam Cromwell, October, p. 42) 

Commission Payments Are Like Installment 
Contracts (Stephen K. Valentine, Jr., August, p. 18) 

Doing Your Homework On Harassment (Nancy E. 
Lasater, August, p. 14) 

How To Hire Without Getting Sued (Empowerment 
Concepts, August, p. 4) 

Renegotiating Commissions (Randall J. Gillary, 

August, p. 11) 


Senator Bond “Drops” Two Small Business Bills 
(John Satagaj, April, p. 29) 

Some Y2K Legalities (September, p. 34) 

Understanding Notice Of Termination And Post- 
Termination Commission Clauses (Gerald G. 
Salmen, August, p. 8) 

What Exclusive Representation Means (Stephen K. 
Valentine, Jr., April, p. 60) 

Who Fired Whom? (Stephen K. Valentine, 
November, p. 46) 


MANA SURVEYS & RELATED ARTICLES 
(MANA Surveys first, organized chronologically) 


The Problems With House Accounts (March, p. 4) 
Facing The Compensation Challenge 
(December, p. 7) 


Almost Un-American — Rite Aid move to cut out 
brokers comes under fire (April, p. 24) 

ASMC — Serving The Grocery Trade (December, 
p. 34) 

Association Executive Shares Concerns (January, 
p. 17) 

Associations Share Concerns (April, p. 17) 

Focusing On The Challenges And Opportunities 
(September, p. 4) 

Following A Map To The Future (September, p. 17) 

Indian Manufacturers Learn About U.S. Reps 
(July, p. 16) 

Keeping An Eye On Legislation (December, p. 4) 

Long-Term Care Available For Health Care Reps 
(June, p. 21) 

MAFSI Sees Move To Reps (February, p. 53) 

Making The Academic Connection (Dean Perron, 
December, p. 38) 

MANA Bulletin Board Info Just A Click Away 
(October, p. 54) 

Marking 50 Years Of Communication (August, p. 44) 

Maximizing “Pay Time” (May, p. 18) 

PTRA Mirrors Rep Concerns (July, p. 11) 

Rats Beat A Path To Rite Aid (August, p. 21) 

Rep Attributes Tabbed (July, p. 14) 

Unique Positioning For Canadian Electrical Reps 
(September, p. 24) 

A View From Both Sides (May, p. 16) 

A View From The Top (March, p. 26) 

WAMA: Seeing To Issues Of The State (May, p. 38) 

When Rite Aid Said “No More Reps,” Rep Said 

“No More Rite Aid” (February, p. 27) 
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MANUFACTURERS AND AGENTS 


SALES & MARKETING 


Bringing Value-Add To The MarCom Process — 
How agents help their principals with Marketing 
and Communication (MarCom) (October, p. 13) 

Building A Relationship (June, p. 59) 

Different Means To An End (Thomas O. 
Hippensteel, Sr., January, p. 59) 

Fairness Guides Commission Splits (April, p. 36) 

Finding The Right Chemistry (May, p. 4) 

The Value-Add A Manufacturer Looks For 
(October, p. 4) 


MANUFACTURING COMPANY 
MANAGEMENT/OPERATIONS 


Buckeye Navigates To Sales Success — How a small 
Ohio company found their perfect reps and 
increased sales (Harold J. Novick, December, p. 17) 

Buckeye’s Quest To Develop A Rep Sales Channel 
(Harold J. Novick, November, p. 36) 

Rep Search And Selection - The Foundation For 
Outstanding Performance (Harold J. Novick, 
March, p. 16) 


MEETINGS/TRAINING 


Effective New Product Training (January, p. 13) 
They Can’t Sell What They Don’t Know (Jim 
Newton, February, p. 57) 


MEMBER PROFILES 


Finding “White Hat” Principals (David Hairrell, 
December, p. 61) 

Going It Alone (February, p. 62) 

Maddox Pushes Customer/Manufacturer Service 
(October, p. 8) 

J.N. Marshall Half Century Noted (October, p. 30) 

More Than Feet On The Street (October, p. 17) 

No Rest For The King (March, p. 36) 

A Recipe For Success (November, p. 8) 

Smooth Sailing In The Marine Market (April, p. 8) 

Spreading The Word (September, p. 13) 

Strength In Co-Repping (January, p. 4) 

Taking Principal Selection Seriously (April, p. 4) 


Do You Have A Selling System? (Dave Kahle, 
September, p. 31) 

The Failure Of “Empty Words” (Ronald H. 
Ackerman, August, p. 62) 

Finding A Fit For Database Marketing (December, 
p. 23) 

Getting Your Direct Mail Opened (Ernest Nicastro, 
June, p. 39) 

Handling Purchasing Partnership “Life Events” 
(Eugene H. Fram and Judy L. Barringer, July, p. 24) 

How To Close More Sales (John R. Graham, 
December, p. 53) 

How To Get (And Keep) Key Accounts (Hank 
Lavin, January, p. 36) 

How To Waste Your Marketing Dollars (John R. 
Graham, September, p. 52) 

How’s Your Bedside Manner? (Chris Jennings, 
August, p. 54) 

Know What Your Competitor Is Doing (Dave Kahle, 
January, p. 54) 

Maximizing Sales Efforts (July, p. 19) 

Offer What The Internet Can’t (Kevin Davis, 
October, p. 44) 

Putting Substance Into Your Service (Jim Newton, 
October, p. 24) 

Selling To The Higher Purpose (Ray Considine and 
Bob Ayrer, July, p. 61) 

Staying In Their Faces (Jim Newton, May, p. 42) 

Stop Handing Business To The Competition (John 
R. Graham, April, p. 42) 

Writing Business Letters That Sell (Hank Lavin, 
June, p. 36) 


TRADE SHOWS 


Triggering Long-Term Exhibit Recall (Allen 
Konopacki, August, p. 59) 


TRAVEL 


Air Travel Tops Costs Of Business Travel (January, 
p. 52) 

Criteria Studied For Employee Vehicles (May, p. 
62) 


Increase In Business Travel (November, p. 34) 
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